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July, p. 59) 
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(September, p. 4) 
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This... (Irving L. Blackman, August, p. 51) 
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Done? And Done Right? (Irving L. Blackman, 
November, p. 64) 


What It Really Costs To Lease A Car (January, p. 32) 
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iBienvenidos! Welcome To Mexico! (Carl Kallsen, 
October, p. 20) 


German Companies Look To Invest In American 
Companies (October, p. 18) 

Global Marketing — Opportunites for agents and 
manufacturers (October, p.13 ) 

How MANA Members Can Benefit From GATT 
And NAFTA (October, p. 17) 


Just-In-Time Delivery For Foreign Suppliers: A 
Case Study (Steve Schneider, January, p. 41) 


LEGAL/LEGISLATIVE 


Are Manufacturers’ Representatives Subject To 
Liability For Defective Products Sold By Their 
Principals (Philip J. O’Connor, August, p. 34) 

Business Disputes May Be Covered By RICO 
Statute (Stephen K. Valentine, Jr., March, p. 51) 


Commission Reductic Ramifications (Stephen K. 
Valentine, Jr., Febru: cy, p. 13) 
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Describing The Personnel Relationship In A Sales 
Agency (Stephen K. Valentine, Jr., August, p. 18) 

Did You Really Negotiate That Contract? (June, p. 9) 

Going, Going, Gone! (Charles H. Melville, 
December, p. 18) 

Independent Contractor Cannot Sue Under ERISA 
(Stephen K. Valentine, November, p. 32) 

Independent Contractor Tax Simplification Act 
Clarifies IC Status (Lionel W. Diaz, August, p. 16) 

It’s Not A Matter Of Trust — Part One (Charles 
Melville, April, p. 44) 

It’s Not A Matter Of Trust — Part Two (Charles 
Melville, May, p. 16) 

Legal Strategies To Recover Commissions Upon 
Termination (Steven Mitchell Sack, June, p. 4) 


Three Stages In The Life Of A Manufacturers’ 
Representative Agreement (Randall J. Gillary, 
March, p. 30) 


MANA SURVEYS 


Agents Tell How They Are Compensated for 
Pioneering New Products (November, p. 8) 

Our Multi-Person Agencies Are Flying High 
(August, p. 4) 
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They Are Used ... And When They Are Abused 
(January, p. 11) 


Real Estate: An Agent’s Biggest Single Investment 
— A MANA Survey (February, p. 4) 


MANUFACTURERS AND AGENTS 


Dealing With Different Corporate Cultures 
(April, p. 33) 
Manufacturers Talk About The Benefits Of 
Working With Small Agencies (August, p. 9) 
Risk: It’s Part Of Life For Agents And The 
Manufacturers They Represent (May, p. 20) 
Selling Yourself To A Principal (September, p. 23) 
Some Manufacturers Really Don’t Understand How 
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(July, p. 25) 
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(John Manion, February, p. 62) 
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MEETINGS/TRAINING 


Rep Councils — A Proven Way To Strengthen The 
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(May, p. 40) 

Running Great Sales Meetings (July, p. 18) 

Why I Do Not Like To Role Play (Alan Test, 
January, p. 54) 

Why Sales Training Doesn’t Work (Robert Ayrer, 
December, p. 39) 


MEMBER PROFILES 


AFL Star Paul Rochester Draws On Football Skills 
To Run A Very Successful Agency (October, p. 7) 

Agency Goes Back To School — Pentek Industrial 
operates from an old schoolhouse 
(September, p. 46) 

Agency Shrinks To Get Bigger — John R. Lutes Co. 
moves to a “virtual office” system 
(September, p. 7) 

Bob Bremer Drew On Broad Experience To Build 
An Agency That Anyone Would Envy (May, p. 4) 

Mary Fadhl Is An Agent Who Plans Carefully 
(December, p. 8) 

A Good Vintage In The Making, Marketing & 
Money (December, p. 32) 

Bill Haefling Sees Life As A Continuing Learning 
Experience (July, p. 42) 

George Hayward’s Standout Handout (March, p. 43) 

Dewaine Norris Started His Agency With A Sense 
Of Personal Purpose (June, p. 37) 

For Dave Shank, Home Is Where The Agency Is 
(August, p. 45) 

Eastern Technologies, An Agency Built On Solid 
Marketing Strategies (February, p. 38) 

The T.L. Maddox Company Celebrates Two 
Anniversaries — Founded 20 years ago, the 


agency joined MANA the year it opened its 
doors (October, p. 35) 
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Harry Merigian Is An Agent Who Knows How To 
Make The Best Of Opportunities (April, p. 4) 


The Inside Story — Dixon Engineering (July, p. 4) 


Levin-Liston And Associates, An Agency Built On 
Drive And Good Planning (September, p. 13) 


Puzzled Selling (Rebert E Heltman, July, p. 36) 


The Wagners — A Husband And Wife Agency That 
Knows How To Adapt To Change (January, p. 4) 
This Agent Really Knows How to Live 
(November, p. 35) 


United Sales Associates Plans Carefully — Very 
Carefully! (March, p. 38) 


SALES/MARKETING 


A Guide For Agents Selling To Distributors 
(February, p. 14) 


Agents: Train Your In-House People To Be 
Customer-Sensitive (April, p. 28) 


Blueprint For A Practical Agency Marketing Plan 
(October, p. 4) 


Cold Calls Are Hot (Alan Test, September, p. 28) 
Competitor Awareness (Alan Test, October, p. 63) 


Customers: An Overlooked Source Of Leads For 
New Lines (September, p. 26) 


Defining Territories (March, p. 5) 

The Four Keys To Successful Rep Performance 
(Harold J. Novick, December, p. 24) 

Gesturing Your Way To A Better Presentation 
(Marjorie Brody, September, p. 38) 
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Goal-Oriented Selling (by Edwin Bobrow, 
August, p. 52) 

How To Overcome A Sales Slump (Tim Connor, CSP 
November, p. 40) 

New Business Development, Whose Responsibility 
Is It? (February, p. 24) 

Sales Automation (Robert Ayrer, June, p. 64) 

Sell Their Products ... Or Sell The Company 
(Glenn B. Oken, June, p. 34) 

Selling Is Still A Numbers Game (Alan Test, 
May, p. 30) 
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(November, p. 17) 

Selling With Prestige (Richard Harris, Ph.D., 
July, p. 51) 

The Service Factor — Agents tell how they build 
customer loyalty (March, p. 24) 

Trade Show Success (Alan Test, December, p. 54) 


Twenty-Four Ways To Increase Your Sales 
(John R. Graham, October, p. 26) 


TRAVEL 


A Sales Rep’s Friendly Motel (February, p. 8) 


Choose Economy Lodging, Not Deluxe; Save $198 
Per Night In Manhattan, $175 In Boston 
(August, p. 42) 

Destination Surburbia: Business Travel Costs Cut 
Dramatically In City Suburbs (April, p. 56) 

The Savvy Agent’s Guide To Safe, Practical And 
Economical Travel (June, p. 30) 
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